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Summary

Large scale solar today

Cost / benefit analysis

PV increases product value
Unique product appeal
Unique product offerings

Minimizing solar kWh costs



PowerLight: Grid-Tied Solar Electric Leader

PV Sys Manufacturer & Solutions Provider
Focus: Commercial / Gov’t / Utility

Over 50 patents on PV systems

Based in CA Bay Area;
Offices in Los Angeles, NJ/NY, HI

High internal growth 
1) 50% - 100% ann. growth since ‘97
2) Inc. 500 List last 4 Years

Winner of Solar Elec. Power Assoc.’s
2003 PV Business Leadership Award



MW Sized PV Projects More Common

1100 kW S.R. Jail: CA  ‘01

650 kW
Janssen, NJ ‘03

1 MW US Navy:  CA ‘02

500 kW Mauna Lani, HI  ’98 –‘02 

500 kW FTB: CA  ‘02

500 kW
Neutrogena, CA ‘01

500 kW Toyota: CA  ‘03



Lightweight 
No roof penetrations
Insulates roof
Pre-engineered
UL listed
Class B Fire Rating

PowerGuard®

Example of Industry Solar Roofing



PowerTracker
Panels that Follow the Sun

One-axis horizontal tracking 

One controller, motor, and drive up 
to 20 rows. 

Patented, Reliable.  Cost-effective.  

Over 8 MW Fielded

18% to 35% energy gain



Tracker – Ground Mounted



Tracker over Covered Parking



Cost / Benefit Analysis:
Portfolio Economics with a 250 kWp PV System

Base Case

Source Unit Cost Amount Unit Cost
($/MWh) (MWh) (Annual $)

Wind/Biomass 50.0 12,000 600,000
Solar 0.0 0

Blended $/MWh: 50.0 Total: 600,000

Northern State (no state PV incentives) - 250 kWp 

Source Unit Cost Amount Unit Cost
($/MWh) (MWh) (Annual $)

Wind/Biomass 50.0 11,750 587,500
Solar 250.0 250 62,500

Blended $/MWh: 54.2 Total: 650,000

Southern State (some state PV incentives) - 250 kWp 

Source Unit Cost Amount Unit Cost
($/MWh) (MWh) (Annual $)

Wind/Biomass 50.0 11,700 585,000
Solar 100.0 300 30,000

Blended $/MWh: 51.3 Total: 615,000



What is the rationale for increased kWh costs?

Unique appeal

Lower marketing costs



Unique Appeal:
Local Presence in Heart of Service Area

Hypothetical examples using
real life installations:

Moscone Convention Center,
San Francisco

Coast Guard
Building,
Boston



Unique Appeal: 
Ability for Tangible Interaction with Public



Unique Appeal:
Greater opportunity for “free” positive marketing



Unique Product Offerings

1) “You make a difference” product:
If x customers sign up, we’ll put a PV
system in your area

2) “Show your commitment” product:
Purchase our green kWh and we’ll put in a
flagship PV system at your site

3) “Real PV” product:
We are putting in 100 kW – 1 MW solar systems



How to Minimize Solar kWh Costs

Use “Hunting License” method vs. Straight kWh Purchase
Negotiate price and term
Then give PV developer 6 months to fulfill

Bring a commercial or government customer to
the PV developer

Buy > 100 kWp systems (> 250 kWp for best pricing)

Buy multiple systems with one or more co-purchasers

Hire a PV developer to do a thorough analysis
Consulting-style report clears up ambiguity



Conclusions

Solar has unique attributes

Its cost can be offset by its increased value

Start planning for a >100 kWp system today!
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